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Tonemaster’s aggressive merchandising program 
Tonemaster’s dynamic advertising and merchandising program is specifically 
designed to develop quality leads from every market in the United States and 
Canada—producing profitable high-volume sales for every Tonemaster Dealer. 
Advertising mats, counter cards, literature, folders, mailers, letterheads and other 
merchandising helps are all available to Tonemaster Dealers. Factory paid advertising 
both national and in key dealer markets supplement each dealer's own efforts. 





Another Example of Tonemaster Dealer Cooperation 
Tonemaster dealers on national TV increase sales locally 
Appearing in the picture is Tonemaster Dealer 

Dan Rocklin of Hollywood, California, with Mrs. 

Spencer Tracy, wife of the prominent motion picture actor. 
They are shown following the Bob Crosby network 

'V show in which Tonemaster presented 

5 hearing aids to the John Tracy Clinic. Tonemaster 
received prominent national publicity and the 

Tonemaster Dealer received excellent local publicity. 


Write for complete Dealer Proposal Manual containing information on 
famous Tonemaster on-the-head instruments and conventional aids. All 
communications held in strict confidence. PROTECTED TERRITORIES 
FROM COAST TO COAST. 


MANUFACTURING COMPANY 


| 128 sous monroe © PEORIA, ILL. © PHONE 6-0871 
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Qualitone Sponsors Meeting 


One hundred and forty-four 
persons, representing most 
brands of hearing aids manufac- 
tured in this country, attended 
a non-partisan, educational, 
dealer meeting in Los Angeles 
in March. 

The meeting was the first of 
its kind ever sponsored by a 
manufacturer. 

The sponsoring group was 
the Qualitone Company of Min- 
neapolis. 

“We will continue to sponsor 
meetings of this type and en- 
courage other companies to 
sponsor similar ones,” stated 
the president of Qualitone, R. T. 
Burger. 

Speakers were Dr. Aram 
Glorig, director of research for 
the American Medical Associa- 
tion’s subcommittee on noise in 
industry; and Dr. Alfred L. 
Larr, professor of Speech at the 
University of California. 

Dr. Glorig discussed binaural 
hearing, demonstrating dramati- 
cally the advantages of binaural 
over monaural hearing, and 
pointing out that in many cases 
an improvement of 20 to 30 per- 
cent is possible. 

Dr. Larr stressed the im- 
portance of speech tests in prop- 
erly fitting a hearing aid, dem- 
onstrated lip-reading techniques 
and recognition of hearing loss 
through defective speech. 

C. H. Hinz, of the Qualitone 
Co., also talked, explaining the 
“falacy of full hearing” and 
stressing that the limitation is 
frequently in the patient, not 
the hearing aid. 


Sk 2 


Briton Invades U. S. 

One of Britain’s top salesmen 
in the hearing aid industry, Ed- 
win Stevens, managing director 
of Amplivox Ltd., made a swing 
through the United States and 
Canada during May. 

(continued on page 14) 
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We were pleased to note that 
the Hearing Aid Industry Con- 
ference, Inc., and the American 
Hearing Society have joined 
forces in a public relations ef- 
fort. 

We were pleased to see two 
groups set aside minor differ- 








ences and put their efforts to- 
gether for at least one common 
aim. 

The goal of the public rela- 
tions effort, an announcement 
stated, is to “tell the hearing 
story to more people.” 

It would do this to encourage 
those who need hearing aids to 
purchase them, adjust them- 
selves to the hearing aid and 
keep the instrument in tip-top 
condition. 

This was the stated aim of the 
effort. 

One matter we would like to 
point out, however. 

These fine goals are part of 
the objectives of this Society. 
And many times we felt we 
fought almost alone to see them 
accomplished, to see that deal- 
ers earned the public confidence 
that our membership, holding 
to the standards of the SHAA, 
has earned. 

And so we commend these 
groups for their joint effort — 
but mainly we commend them 
for overcoming minor differ- 
ences to achieve a common goal. 

If such a spirit could spread 
throughout the industry, this 





constructive approach, this 
agreeing on a positive action, 
would be a wonderful thing. 

Yes, it would be a wonderful 
thing, if all of the different fac- 
tions could lift their eyes from 
their own problems and not, as 
sometimes happens, act like 
mean dogs with one bone. 

It would be wonderful if they 
could look ahead at the goal of 
sincerely attempting to educate 
the public, with the idea of see- 
ing that the public was sincere- 
ly and fairly served. 

We are sure if this could hap- 
pen on some magical day, no 
one in the industry in any capac- 
ity would suffer, the public 
would be happier, and the in- 
dustry would become bigger 
and better than ever. 

As we said, the two groups 
are to be commended, and the 
Society—standing on its record 
of established ethical standards 
and established standards of 
training and competence of its 
members from coast to coast— 
has long been recognizing this 
type of program in the industry. 
We stand ready to move with 
you toward these goals! 
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Tiny Mallory Mercury Batteries 
helped make modern hearing aids possible 


Inconspicuous to wear . . . midget in size . . . wonderful in 
performance . . . today’s hearing aids owe much of their progress in 
miniaturization and dependability to Mallory Mercury Batteries. 


These unique batteries, originally created by Mallory, have 
sparked a revolution in hearing aid technology. Since their 
introduction, Mallory has constantly improved quality, further 
diminished size, and pioneered new models around which ie 
new hearing instruments have been designed. 









To assure the best in value and performance, always recommend 
Mallory Mercury Batteries—the leading batteries 
in the hearing aid field! 


First in Mercury Batteries 


PR MALLORY &CO inc 


R. MALLORY & CO. Inc., BATTERY DIV. NORTH TARRYTOWN NY 
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F THE various methods used 

for teaching speech to deaf 
children the two best known 
are the manual and the oral 
methods. 


The first depends on finger 
spelling, or some sort of signing, 
and consequently suffers from 
the major limitation that the 
child so taught can only com- 
municate with those who under- 
stand the system of signs used. 
Social intercourse is limited to a 
small section of the deaf popu- 
lation. 

The second method, the oral 
method, aims to teach speech 
through lip reading, and careful 
imitation by the pupil of the 
movements of the vocal ap- 
paratus of the teacher. The 
pupil observes the teacher close- 
ly and endeavors to reproduce 
the same sounds she is uttering 
by exact mimicry. While this 
method is the more acceptable 
and may lead to a greater de- 
gree of social adequacy, the dif- 
ficulties in the way of producing 
a really acceptable speech qual- 
ity are very great. A reason- 
ably well modulated voice, a 
fairly good speech rhythm and 
clear articulation, are not easily 
achieved when the pupil is total- 
ly incapable of hearing his own 
voice. 

More recently a method has 
been gaining ground which 
aims to develop speech in the 
deaf child by first developing 
whatever residual hearing he 
may have. This is the aural 
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method, and if there is to be 
any radical progress in teaching 
methods in the near future then 
it is likely to be in this direc- 
tion. Success in teaching 
through the aural method, that 
is, by auditory training, , de- 
pends on two factors. The de- 
velopment of efficient equip- 
ment to enable the deaf child 
to hear as well as possible, and 
the evolution of new teaching 
techniques to make the best use 
of such equipment as is offered. 

To a large extent, the first 
factor will dominate the second. 
The constant improvement in 
hearing aids, and in electro- 
acoustic equipment generally, 





SPEECH TESTING 


which has taken place over the 
last twenty years has permitted 
comparable advances in audi- 
tory training. The increasing 
interest which the latter now 
arouses must be directly at- 
tributed to these developments. 
And this, of course, is one an- 
swer to the question of why 
auditory training has not yet 
become the major method of 
speech training. For if the 
method is as practical as it is 
logical there should be little rea- 
son for it not to have superceded 
all others. This may yet hap- 
pen. 
With all new innovations, in- 
(continued on page 14) 
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123 WORCESTER STREET, BOSTON, MASSACHUSETTS, U. S. A. 
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Hal Hen Company 
Introduces Widex 

A new hearing aid called the 
Widex Transistor Hearing Aid 
which offers extremely wide 
tone range is the latest an- 





NEW WIDEX 
. . . Introduced by Hal Hen 


nouncement from Hal Hen Com- 
pany. According to the manu- 
facturer, this four transistor 
unit is very economical in oper- 
ation and .case noise is reduced 
to a minimum. 

a ae 


Radioear Introduces New 
“Super-Power Aid” 

Radioear Corporation has an- 
nounced the introduction of a 
new, powerful hearing aid, mod- 
el 850, which is described by L. 
M. Meyers, Radioear Corpora- 
tion president as the first of a 
new major-product line to be 
released from the recently com- 















pleted laboratories and plant 
near Pittsburgh, Pennsylvania. 

This new Radioear is said to 
be completely adaptable to ex- 
tremely advanced hearing losses, 
with some 512 separate com- 
binations of gain, response and 
saturation output possible. It 
was designed to be especially 
useful in case of severe. com- 
bined conductive and preceptive 
type hearing losses. Severe con- 
ductive losses can be fitted us- 
ing bone conduction and the 
extreme power and economy 
available in this instrument are 
expected to make it practical 
for this application. 

The Radioear 850 also utilizes 
a double cord socket that per- 
mits the use of two receivers 
simultaneously, one on each ear. 
This socket also gives the choice 
of side or top entry of the cord 
plug. 

* * & 


Special Brochure Cites 
Advantages of New Schure 
Manufacturing Center 

A descriptive brochure stat- 
ing many scientific reasons why 
they will be able to serve their 
manufacturers and distributors 
better than ever before with the 
opening of their new plant, is 
being offered by Shure Broth- 
ers, Inc., manufacturers of 
microphones and electronic com- 
ponents. 

In Shure’s new plant, which 
houses a modern manufacturing 


and administrative center, the 
firm will design and manufac- 
ture microphones, phonograph 
pickup cartridges, magnetic tape 
recording heads and other pre- 
cison electronic components. 

A copy of the brochure is 
available by writing a letter to 
the Sales Department, Shure 
Brothers, Inc., 222 Hartrey Ave- 
nue, Evanston, Illinois. 

* ok 
Three Men Appointed 
By Beltone 

Beltone Hearing Aid Company 
has announced the following ap- 
pointments during the past sev- 
eral months: 

E. E. Singer as director of 
Beltone’s clinical program, 

Harold Wayne is chief re- 
search engineer, 

Thomas K. Kline as trustee of 
the institute of hearing re- 
search. 

. «, 
Bonochord Releases “Zephyr” 

Bonochord has just released 
on the home and export market, 
a new hearing aid named the 
“Zephyr”, which is designed to 
provide greater clarity and com- 
plete dependability under vary- 
ing conditions. The manufac- 
turer has concentrated on pro- 
ducing an aid of exceptional per- 
formance which is also small, 
very slim, light, comfortable to 
wear and easy to use. Accord- 
ing to the company the 
“Zephyr” will perform at either 
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1.5 or 3 volts, and will run for 
150 hours on a 4d. ‘pen’ cell and 
is equally successful with air or 
bone conduction. 

* * ok 


Maico In Chicago Fair 

Announcement of Maico’s par- 
ticipation in the Chicagoland 
Fair was made by Richard 
Revnes, director of the fair. 

Sponsored by the Association 
of Commerce and Industry, the 
Chicagoland Fair, a business, 
industrial, and cultural exposi- 
tion is to be held at Navy Pier 
in Chicago June 28th to July 
14th. 


2: (8-2 


Beltone Reveals “Fortissimo” 

Development of the, ‘Fortis- 
simo,”’ was announced recently 
by David H. Barnow of the 
Beltone Hearing Aid Company. 
This extra-power aid is designed 
to bring the softest sounds to 
persons with extreme hearing 
loss. The new five-transistor 
Fortissimo combines maximum 
power, high fidelity, and a 30 
percent reduction in size accord- 
ing to the manufacturer. 


eS A 


Noise Abatement Award 
To New York City 

Martin Hirschorn, president 
of the National Noise Abate- 
ment Council and head of the 
Industrial Acoustics Company, 
Inc. presented Mayor Wagner 
with the National Noise Abate- 
ment Council’s annual Achieve- 
ment Award for New York 
City’s quiet program. 

New York was voted the re- 
cipient of the award at a recent 
N.N.A.C. meeting held in Chi- 
cago. The award was made in 
recognition of the successful 
campaign to reduce needless 
noise in the city of New York. 
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Industrial Acoustics Company, 
Introduces Testing Room 

Industrial Acoustics Com- 
pany, Inc., New York City an- 
nounces the “1200” series, 
audio-metric testing room, the 
latest addition to the complete 
I.A.C. line of Audio-Metric 
Testing Rooms. These rooms 
are prefabricated and easily as- 
sembled. They can be disman- 
tled and moved from one loca- 
tion to another. 

Because of its high attentua- 
tion characteristics, the series 
“1200” rooms are in wide use 
in speech and hearing clinics, 
medical research laboratories, 
and heart clinics throughout the 
country, as well as factory clin- 
ics and air force bases. Psycho- 





NEW “1200” SERIES 
. with interchangeable panels 


galvanometry, neurological re- 
search, all types of audio-metric 
testing and research of heart 
sounds and auscultation are 
some of the many uses to which 
these rooms can be put. 

The complete details of the 
1.A.C. “1200” rooms, as well as 
information on their other 
audio-metric examination rooms 
are available from Industrial 
Acoustics Company, Inc. 341 
Jackson Avenue, New York 54. 


New Regional Sales Manager 
For Telex 

The appointment of Fred L. 
Waymack as_ regional sales 
manager for the southeast states 
region was announced recently 
by Clark C. Briggs, general 
sales manager of the hearing 
aid devision of Telex. Mr. Way- 
mack will headquarter in Ra- 
leigh, North Carolina. 


* * * 


Beltone’s “Hear and See” Cited 
By Film Council 

“Hear and See” a film describ- 
ing practices and policy for fit- 
ting hearing glasses, was recent- 
ly awarded a certiifcate of ac- 
ceptance by the Film Council of 
America. 

“We are gratified that our ef- 
fort in this direction has won 
recognition from the Film Coun- 
cil of America because anything 
which increases information 
about this scientific advance 
will benefit thousands of per- 
sons with hearing handicaps,” 
said David H. Barnow, executive 
vice president of Beltone. 

x * * 
Dahlberg to Hold Hearing Clinic 
In Latin America 

Manuel von Rabenau, Export 
Manager of the Dahlberg Com- 
pany left on the 15th of May 
on an extended trip through 
Latin America. He will work 
with the Dahlberg dealer in each 
city, putting on hearing clinics 
of the type familiar to dealers 
in this country. 

x * * 


Maico Holds Series 
Of Training Meetings 

Latest developments in the 
hearing aid and audiometer 
fields were presented to more 
than 50 Maico distributors dur- 
ing a five day series of training 


(Continued on page 13) 
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Vistours... 


OF AN AFTERNOON ON 
the golf course were dancing 
through Mr. Hearwell’s head one 
warm summer afternoon when 
he had no chance whatsoever of 
getting away for such sport. 

There was a slight break in 
the day and he was sitting in his 
office, looking out of the win- 








MR.HEARWELLS 





Glimpses into the files of a successful hearing aid audiologist 


dow at trees in the distance, 
men walking in their shirt- 
sleeves, and women and girls in 
light cotton dresses. 

Then the phone rang. 

It was Hearwell’s friend and 
lodge brother, Dr. Johnson, the 
optical specialist. 

One of Dr. Johnson’s patients 
was an elderly man, a client of 
Mr. Hearwell. He had taken his 
hearing aid spectacle temples to 
Dr. Johnson for fitting. 

Until the phone call, Mr. 
Hearwell had, of course, no way 
of knowing whom his client 
would go to for the skills of an 
eye specialist, since it would be 
unethical for him to recommend 
any one individual. 

“JT might come close to match- 
ing color for the frames, said 
Dr. Johnson, “but I don’t think 
it will look right .. .” 

“Does my client know this,” 
asked Mr. Hearwell. 

“Oh yes,” said Dr. Johnson. 
“He’s right here now, listening 
to me talk to you.” 

The shock of this information 
to Mr. Hearwell hadn’t worn off 
before the conversation was 
over. 
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Hearwell had explained the 
variety of colors available to 
both Dr. Johnson and the client. 
Matching them exactly was 
really no problem. 

But in Dr. Johnson’s-conver- 
sation there was a real problem, 
Hearwell thought. And the more 
he thought about it, the more 
it bothered him. 

Some hours passed before Mr. 
Hearwell called Dr. Johnson 
back to ask why he had talked 
in this manner in front of the 
client. 

Mr. Hearwell wasn’t angry, 
just amazed. 

“What was wrong with my 
mentioning the problem I had 
with the matching of colors?” 
asked Dr. Johnson, surprised 
that there could be anything 
wrong. 

Then Mr. Hearwell explained. 
He told Dr. Johnson that even 
members of his own family have 
trouble convincing a deaf per- 
son that he has a problem and 
should wear a hearing aid. 

He: explained that there was 
an approach to a deaf person 
that took literally years of ex- 
perience in order to make the 





deaf person realize that a hear- 
ing aid could return much of the 
normal world to him. 


He pointed out that the eye 
specialist’s problem with pa- 
tients was not the same since 
the world of dim vision is a lone- 
ly world and built for one per- 
son, while the world of de- 
creased hearing is, on the other 
hand, one of narrowed interests 
and narrowed human contact— 
a distorted world, but not an 
alarming one. 


Dr. Johnson was somewhat 
amazed. “I’m sorry,” he said. 
“T was thinking of my problem 
but I wasn’t aware of yours. 
Apparently this is what the 
local president of our eye spe- 
cialists’ group was trying to ex- 
plain at our last meeting. TI’ll 
be more careful the next time.” 

They talked a few minutes 
longer but Mr. Hearwell had 
been given an idea. 

The result of the idea was evi- 
dent one month later when he 
addressed the local group of op- 
tical specialists, invited by Dr. 
Johnson’s and Mr. Hearwell’s 
mutual friend, the president of 
the group. 

Mr. Hearwell’s topic was “The 
Psychology of the Deaf.” Many 
of the members present had 
been referred patients with the 
new hearing aid glasses. 

Mr. Hearwell wound up his 
speech by urging them to follow 
through on the advice of the 
hearing aid audiologists that 
the patient should have new 
lenses for his hearing aid glass- 
es, because he MUST have a 
spare set of glasses in case of 
an accident. 

For example, how could the 
patient change the worn battery 
if he couldn’t see properly? 

The insight Mr. Hearwell 
gave the optical specialists into 
the world of the deaf earned 
him a standing ovation when his 
talk was finished. 


That was very pleasant for 
his ego—but the possibility that 
neither Dr. Johnson nor any 
other optical specialist there 
would ever again make such a 
mistake with one of Mr. Hear- 
well’s clients was far more 
pleasant to contemplate. 
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"Sales of Maico Special Instruments have 


contributed considerably to our over-all profit’’ 


EXCELLENT OPPORTUNITIES 
FOR MAICO DISTRIBUTORS 
IN THESE OPEN AREAS: 


* Portsmouth, Ohio 
* Winston-Salem, N.C. 
® Montgomery, Alabama 


If you are interested in a re- 
warding Maico distributorship 
in one of the above areas, write 


Earl G. Peterson 
MAICO CO., Mpls., Minn. 





Says Mr. G. D. Holland, Maico Hearing Center, Lubbock, Texas 


“We have sold quite a large number of special 
instruments made by the Maico Company, and these sales 
have contributed considerably to the over-all 

profit of our operation from year to year.” 


OPEN THE DOOR TO NEW BUSINESS WITH MAICO 


You, too, can increase your income substantially and open doors to new 
business with Maico. Maico Special Instrument sales to industries, 
schools, and doctors can mean “plus” business for you. 

Join the many enthusiastic Maico distributors throughout the 
United States and Canada. Maico offers a complete line of precision-made 
Audiometers, electronic Stethetrons for the medical profession, and 
group hearing aid units for the teaching of hard-of-hearing students. 90% 
of all hearing tests performed in this country today are made on Maico 


Audiometers. 


HEARING AIDS 


You Can 
Rely On 





and SPECIAL INSTRUMENTS 


23 NORTH THIRD STREET, MINNEAPOLIS 1, MINNESOTA - 





for those who 
work with the 
hard of hearing 


BOOKS 











A BOOK that covers all phases 
of industrial noise and its ef- 
fects on human hearing and be- 
havior is now on the market. 

The book is “Industrial Deaf- 
nes, Hearing, Testing, and Noise 


Measurement,” (McGraw - Hill) 
by Dr. Joseph Sataloff, M.D. 

Dr. Sataloff spent many years 
in research and clinical work on 
the problem. There are chap- 
ters in the book that also de- 
scribe the noise problem from 
the acoustics and engineering 
viewpoint. 

Part one of the book covers 
the physics of sound, causes of 
deafness and the basic problems 
in developing a conservation of 
hearing program. 

Part two covers the measure- 
ment of noise. 

Part three is a reference man- 
ual for industrial hearing test- 
ers and is concerned with all as- 
pects of hearing testing. 


The officers of the Society met in 
Detroit in May to develop: plans for 
the program at the October 11 and 
12 Annual Meeting at the LaSalle 
Hotel in Chicago. A time schedule 
and speakers names will be announced 
in the August issue of Audecibel. 

The Society is planning to gather 
information on good books for those 
who work with the hard of hearing 
and to make them available at club 
rates wherever possible. Watch for 
a further announcement on this mat- 
ter. 

The following applicants have been 
accepted for membership by the Na- 
tional Certification Board and are 
welcomed by the SHAA: 

Fred J. Conway, Toledo, Ohio 

Frank L. Faust, New Orleans, La. 

Martin Griffith, Toledo, Ohio 

Leslie N. Kotok, Vineland, N. J. 

Clarence Mahoney, Louisville, Ky. 

Joseph C. Necol, Poughkeepsie, 
N. Y. 

Arthur H. Van Hart, Easton, Pa. 









Firms 
Maico Akron Hearing Service, Ak- 
ron, Ohio 
Maico Canton 
Canton, Ohio 
Maico Microtone, Huntington Pk., 
Calif. 


The following applications for 
membership in the Society of Hear- 
ing Aid Audiologists are pending be- 
fore the National Certification Board 
and will be acted upon shortly: 

Lawrence C. Ingles, Toronto, On- 
tario, Canada 

Harry Propis, Johannesburg, South 
Africa 

Judson D. Ryon, Wilmington, Dela- 
ware 

David D. Stein, Van Nuys, Calif. 

Feri Steiner, Haifa, Israel 

L. R. Waldron, Warren, Ohio 


Hearing Service, 


The following membership dropped 
from the Society: 

Albert Marsh, 
Antonio, Texas 


formerly of San 








t's important 


TO BUY QUALITY 


THAT YOU KNOW WHERE 


Earumolds 


x | 


Plan now to attend 
















THE SIXTH 
ANY STYLE + ANY MATERIAL ANNUAL MEETING 
No matter what your requirements as to ear- of the 


mold style or material we can meet your needs 
with a quality product. Twenty years of con- 
tinuous, high-quality production backs our 
claim. 


——— Braue you tied ——— 


SOCIETY of HEARING AID 
AUDIOLOGISTS 


* 4 
October 11-12 " 


LaSalle Hotel 
Chicago, Illinois 


Formtex Impression Compound 


® Mixes rapidly ® Sets slowly 
® Not tacky ® No ear distortion 
® Absolutely no shrinkage 


Use this greatly improved product and 
be convinced. 


Ask for our brochure and 
further particulars 


SCIENTIFIC MOULDING LABORATORIES 


55 E. WASHINGTON STREET 
CHICAGO 2, ILLINOIS 


Highest Quality Products for 20 Years 











WATCH FOR PROGRAM 
ANNOUNCEMENT 
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® Products and People ... 
(continued from page 9) 


meetings held at the Calhoun Beach Hotel in Min- 
neapolis April 28th through May 3. 

Subjects include hearing tests, fitting and 
sales techniques, and the psychology of the hard 
of hearing among others. Distributors attending 
were also taken on guided tours of the Maico 
laboratories, and offices. 

Special session on audiometers, testing rooms, 
group hearing aids, and the Maico Stethetrom, 
an electronic stethescope for the medical profes- 
sion, were conducted by Arne T. Darbo, director of 
Maico’s special instruments division. 


ee 


Dictograph Products Introduce 
“Hearing Lenses” 

Directional hearing is possible with a new 
electronic device utilizing 100 possible combina- 
tions of “hearing lenses,” it was announced to- 
day by Stanley Osserman, chairman of the board 
of Dictograph Prod- 
ucts, Incorporated 

Mr. Osserman ex- 
plained that the , 100 
combinations are 
achieved by the use of 
combinations are 
achieved by use of 
ten different receiv- 
ers, each with a dif- 

ete Pe ' ferent frequency pat- 
“HEARING LENSES” tern to compensate 

. offer directional hearing for different types of 
hearing loss. Because they parallel corrective 
lenses for vision, he added, these tiny (smaller 
than a dime) receivers are referred to as “hearing 
lenses.” 
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Quatitone’s Sterephonic Ear 
Offers “Bendability’ 

R. T. Burger, president of Qualitone, says 
the new Sterephonic Optical Ear has many fea- 
tures offered for the first time by any eyeglass 
hearing aid. One of these is the remarkable 
“bendability” of the ear 
piece. The temple can 
be radically bent at the 
ear and at the position 
of frame attachment. 
This provides an enor- 
mous advantage in wear- 
ing comfort. Stereophonic Optical Ear is also the 
smallest and lightest eyeglass hearing aid on the 
market, according to Mr. Burger. 

The Stereophonic Ear offers the advantage 
of immediate fitting and delivery. The “bend- 
ability” feature plays a large part in the phy- 
sical and optimetric fitting procedures and is re- 
ported to have received enthusiastic praise from 
leaders in the optimetric industry as well as 
hearing aid dealers. 
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“BENDABILITY” 
. offers advantages 





STAYRITE 


Trade Mark Reg. U. S. Pat. Off. 


PLY-O-SOFT 


STANDARD EAR MOLDS 


Self Conforming to the Contours of the Ear 
HIGHLY FLEXIBLE 





Five sizes left — Five sizes right 
Smooth Texture 
Perfectly Shaped 
Extremely Light Weight 
Do Not Deteriorate 
PLIABLE but TOUGH 


Effective Protection against 
FEEDBACK 


A MUST on every demonstration desk and in 
every sales kit. 


STAYRITE, INC. 


22-19 37th Avenue * Long Island City 1, N.Y. 


GRATIS SAMPLES AVAILABLE 


STAYRITE, INC. 
22-19 37th Avenue 
Long Island City 1, N.Y. 


Send me descriptive literature “AD 3” with 
GRATIS Samples. 


Cllr. ak. 
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rt New “frend in 


SPEECH TESTING 


itial acceptance is’ slow, but a 
solid body of evidence is now 
being accumulated to substanti- 
ate the benefits of auditory 
training. Some time must 
elapse before schools are fully 
equipped with the new devices, 
and inevitably a further time 
lag occurs before a sufficiently 
large body of pupils have been 
trained, who prove by the de- 
gree of success achieved in their 
own cases the value of the 
method. 

One retarding factor in the 
rate of acceptance is perhaps 
the widespread lack of under- 
standing of the development of 
hearing and speech in the young 
child. 

The first stage in learning to 
speak is the recognition, remem- 
bering of, and ability to differ- 
entiate between sounds. This 
is called auditory discrimina- 
tion and in the normal child is 





Encountering New Earmold 
Problems With Hearing Aid 
Glasses? ? ? ? 


MANY DEALERS ARE - - 
AND ARE FINDING 
A SOLUTION WITH - - 


Mid-States SOFTEX EARMOLD 


SOFTEX EARMOLDS have 
swept the nation used conven- 
tionally — Now applied to hear- 
ing aid glasses, SOFTEX EAR- 
MOLDS are proving THE AN- 
SWER to close acoustical seal 
with comfort to the user. 


SOFTEX was developed by hear- 
ing aid people for hearing aid 
people. 
CHARTER MEMBERS: 
Hearing Aid Industry 
Conference, Inc. 





“The QUALITY Earmold Facility” 
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learned during the first years of 
childhood. Continual listening 
enables the infant first to dis- 
criminate sounds and then to 
understand speech. The com- 
plicated control of the muscles 
of the vocal apparatus which 
results in articulation of words 
follows close behind. 

Clearly, understanding of 
speech must precede production 
of speech; and indeed, the in- 
fant does pass through a period 
of receptivity where it is already 
able to understand, or at least 
respond to, its mother’s words, 
before it is able to speak itself. 
Rarely are speech patterns com- 
plete before the age of 5, and 
even then the development of 
vocabulary continues for many 
years after. 

Now, applying this to the 
auditory training of the deaf 
child, it is reasonable to suppose 
that maximum progress will be 
made during the period of 
greatest auditory respectively, 
i.e., in the first few years of life. 
And this is, in fact, the case. 
The earlier auditory training is 
commenced the more rapidly 
will the child progress and the 
more interested in sound will it 
be. If the child is offered no 
aural training it is liable to 


Gathered Here & There 


from the world of hearing 
(continued from page 3) 


Stevens showed new sound 
equipment, including new Am- 
plivox audiometers, which he 
claims are the best in the world, 
at the 6th International Con- 
gress of Otolarynology and the 
International Conference on 
Audiology. 

Stevens, 51, began 22 years 
ago, making his own equip- 
ment in a backroom. 

He introduced the hearing aid 
spectacle to Britain and is the 
only manufacturer there rec- 
ognized by the British optical 
industry. 

One of his clients is Sir 
Winston Churchill. 











learn quite rapidly, other meth- 
ods of communicating its 
needs, and it becomes increas- 


‘ ingly difficult to persuade such 


a child to show interest in 
sound as the years pass. It is 
odd that while no one expects 
the normal infant to be speaking 
within a few weeks of its first 
contact with sound, many of us 


. do expect that because a child 


is older in years the response 
to amplified sound should be 
immediate. 

Curiously, it is not only lay- 
men who will clap some amplif- 
ier onto the head of a child, age 
9 say, who has relied on signs 
all his young life, bawl a few 
words into the microphone and 
then dismiss the whole method 
as valueless because the child is 
clearly puzzled and unable to re- 
peat them. 

If it takes the normal infant 
3-5 years to learn to speak ade- 
quately at the most favorable 
time of life we should not be 
surprised if auditory training 
takes as long, or indeed far 
longer, to produce an equivelent 
result in a handicapped deaf 
child. 

It is abundantly clear that the 
time to commence auditory 
training in the deaf child is in 
the first year of .its life. The 
logical person to do this is the 
mother, for she is in constant 
contact with her child. In some 
countries mothers of deaf chil- 
dren are trained to provide this 
kind of early tuition and there 
is every reason to press for a 
more universal adoption of this 
approach. 

In the first few months she 
may have to do this by speak- 
ing close to the child’s ear. This 
can be surprisingly effective in 
very many cases where deaf- 
ness is less severe. An in- 
dividual hearing aid, which the 
child should later be persuaded 
to wear constantly, should be 
fitted at the earliest possible 
time. Successful fittings have 
been made to children as early 
as one year after birth. The 
right approach can produce a 
degree of interest in listening, 
and a desire to wear the hear- 
ing aid which will be invaluable 
in later years of intensive 
spech training at school. 
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AUDECIBEL BULK RATE 


Box 11 — Lincoln Park, Mich. 
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VACUUM TUBE 


HEARING 


AIDS 
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TRADE MARK 


ngineered for better hearing...longer battery life 














